Here's how you would position this ‘opportunity’ to the physician.

“Dear Dr. Smith. I have great news for you. We have a newsletter that reaches hundreds of patients in the community. We would be honored to feature you as a provider of choice in our next newsletter, so our patients can learn more about you and your services. We are open to the possibility of including a picture and a brief biography (80-100 words) which will be included in our next e-mail/print communication with our patients. If you are interested, the deadline for our upcoming newsletter is this Friday. By the way, we know our patients are always looking for XX and this would be a great way for them to learn about your services”
When you explain the proposal in this manner, the physician perceives importance, opportunity and urgency.

The good news is that these three emotions can trigger the most wanted response for you, the need for reciprocity.

At this point, you can leverage the principle of reciprocity by saying:

“By the way Dr. Smith, would you mind if we provided you with full-color copies of this newsletter (featuring you) for your waiting room, so your patients can read your feature story and learn more about our services?”

